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YOU CAN RELY ON OUR KNOWLEDGE 


Whether it’s kilowatts or megawatts; prime or standby power; combined cooling; heat and 
power; peak shaving or auxiliary power, Enercon Engineering's custom designed and 
manufactured power systems, controls, switchgear, cogeneration, and gen-set packages & 
enclosures can meet and exceed the toughest requirements and exact specifications. 
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CUSTOM SWITCHGEAR • CONTROL SYSTEMS • PACKAGING • POWER MODULES • ENCLOSURES • COGENERATION 
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If your diesel engines are in continuous or peak 
shaving operation, GTI Bi-Fuel® delivers the power 
to reduce your fuel costs — substantially. 


This patented system draws low-pressure, clean 
burning, natural gas into the engine, substituting 
it for a large portion of the diesel fuel, lowering 
costs, and reducing the need to haul diesel fuel to 
the site. 


Proven in thousands of installations, GTI Bi-Fuel® 
is an easy retrofit requiring no engine modification 

Find out more about the benefits of GTI Bi-Fuel® 
at www.gti-altronic.com, or call 330-545-9768. 
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HOERBIGER 

GTI Bi-Fuel® — A Product 
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EVENTS CALENDAR 


Industry Trade Shows 

POWER-GEN International 2014 

December 9-11, 2019; Orlando, FL 

The world’s largest show for power generation, featuring the EGSA 
On-Site Power Pavilion. For exhibit information, contact EGSA at 
(561) 750-5575, ext 205 or e-mail Jalane Kellough at J.Kellough@ 
EGSA.org. 

Conferences & Conventions 

EGSA 2014 Fall Technical & Marketing Conference 

September 19-16, 2019; San Diego (Mission Bay), CA 

The Fall Technical and Marketing Conference is held during 
September and is designed to focus on technical and marketing 
issues. Registration information will be available online at www. 
EGSA.org/jall or call (561) 750-5575. 

EGSA 2015 Spring Convention 

March 22-29, 2015; Jacksonville, FL 

EGSAs Annual Spring Convention features educational sessions 
on a broad range of issues impacting today’s On-Site Power in- 
dustry. For more information call (561) 750-5575. 


EGSA 2014 George Rowley School of On-Site 
Power Generation 

The most complete overview of an On-Site Power Generation Sys- 
tem available. Gain valuable Continuing Education Units (CEUs) 
by applying today! For information, visit www.EGSA.org or call 


(561) 750-5575. 

Basic Schools 

Scottsdale, AZ February 25-27 

Charlotte, NC June 3-5 

Minneapolis, MN August 12-14 

Orlando, FF December 9-11* 

*To be held concurrently with POWER-GEN International 2014 
Advanced Schools 

San Antonio, TX April 28-May 1 

San Diego-Vista/Carlsbad, CA July 14-17 

Rosemont (Chicago), IF October 20-23 



We keep you 
in control 


When it comes to power generation 
and industrial engine control 
ComAp is the recognized name for: 

Advanced controller technology that 
makes the complex simple 

Outstanding quality and reliability 
Innovation and flexibility 
Exceptional value 

Worldwide availability through our 
distribution network 



ComAp 


THERE’S A COMAP SOLUTION 
FOR EVERY APPLICATION 


Visit the ComAp website: 

www.comap.cz 
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FROM THE TOP 



Vaughn Beasley 
2014 EGSA President 
Vaughn. Beasley 
@ Ring Power.com 


Honoring the EGSA-Certified 
Generator Technician 


I hope that you are as excited as I am that EGSA 
is continuing to focus on and bring more mem- 
ber value in 2014. First, a quick recap on some of 
our current projects and challenges! We started the 
year strong with your Executive Board updating 
the EGSA Strategic Long Range Plan. Next, 
we announced the new EGSA Raymond 
G. Russell Education 
Grant in March that 
will send at least 6 
veterans each year to 
our Rowley School starting 
this year. Also in March, the 
Board moved forward by ap- 
proving the exploratory task force 
to review the way EGSA works 
with regulatory bodies and help our 
Association develop a plan for moving 
forward. We formed a fine team to tackle that 
challenge and now their work begins. . ..which 
leads me to our next venture together — honor- 
ing our own unsung heroes. . ..the EGSA-Certified 
Generator Technicians. 

As you are probably already aware, EGSA is 
proud to be awarding our very first EGSA Tech- 
nician of the Year (TOYA) at our 2014 Fall Tech- 
nical & Marketing Conference in Mission Bay, 

CA in a few short weeks. During my welcome 
address in Savannah, I challenged the DD Com- 
mittee leadership to finalize the awards policies 
and procedures and commit to a schedule for 
2014, which they did with flying colors. 

It is said that salespeople make that first sale, but 
the repeat business is generated by your service 
department. Consider this question. . .day-to-day, 
who can do the most good or the most damage 
to your company and reputation? 

Delivering service excellence involves everyone 
in your company, however, our technicians are 
the face of our service operations. Arguably, 
they magnify our touch points and have more 
face time with our clients than anyone. They are 
highly skilled, especially those who are EGSA 
certified. They are experts in their trade, do 
whatever it takes with a can-do attitude and most 
importantly, they do their jobs safely. If you are 
like me and many managers, the challenge is to 
give them their due and recognize them like we 
should. 


The DD Committee developed a sponsorship 
program, policies and guidelines for the contest 
and the scoring matrix on which each technician 
will be judged. They also instituted the aggres- 
sive timeline that we are following now to award 
our first TOYA recipient this year. 

On behalf of the EGSA Board of Di- 
rectors, we also com- 
mend and thank 
the volunteer panel 
(formed just prior to 
the Spring Convention) 
that assisted with the final 
touches, mainly the scoring 
matrix and developing the list 
of TOYA benefits for both the 
technician and the Distributor and/ 
or Dealer who employs the winner. 

Our application process began on June 2nd 
and will continue until August 8th. There are 
several valuable reasons why certification is im- 
portant to the Dealer Distributor community. 

By requiring that your service technicians are 
EGSA-Certified, you: 

• have the assurance that your professional 
reputation is riding on qualified, certified 
personnel installing, maintaining and testing 
your equipment; 

• have confidence that maintenance and re- 
pairs are being performed by skilled techni- 
cians to guard against unnecessary returns or 
warranty repairs; 

• have assurance that the technician(s), while 
being manufacturer- trained, also has a 3rd 
party industry certification to work on all 
types of emergency power systems, not just 
a particular brand; and 

• send a message to those with whom you do 
business that your facility is committed to 
the highest of standards when it comes to 
the maintenance and repair of your emer- 
gency power system. 

The TOYA Program is also fortunate to have 
great support from both our manufacturing and 
Distributor Dealer Members. In just one week, 
EGSA Staff was able to End sponsors at each of 
the 4 levels in order to help fund our first win- 
ner’s trip and prizes! 

Continued on page 1 7 
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EDUCATION 



Michael Pope 
EOSA Director 
of Education 
m.pope@EGSA.org 



Are You Certifiable? 

Let EGSA be the Judge of That! 


There’s a lot riding on a generator technician. 
In most cases, the technician is the only face- 
to-face connection that a distributor/dealer has 
with a customer after an installation has been 
completed. His/her level of professionalism and 
technical ability can result in a long-lasting and 
beneficial relationship for both parties. Or it can 
destroy that relationship. His employer can judge 
and guide his ability to create a great customer 
relationship. We can help with the technical side. 

Today’s technology is increasingly complex; 
clients want to be assured that qualified, certi- 
fied personnel are installing and maintaining 
their critical, sensitive and expensive equipment. 

Just as with other trades (automotive or HVAC 
technicians, for example), On-Site Power has a 
certification standard. When a technician be- 
comes EGSA Certified he has attained sufficient 
levels of skill, knowledge and expertise to dem- 
onstrate proficiency in the numerous aspects of 
On-Site Power Generation Systems. He will have 
been tested and exceeded the passing grade level. 
And EGSA Certification is not manufacturer spe- 
cific; it demonstrates that the technician has a 
broader base of knowledge. 

Is it Easy to Get Certified? 

In order to become EGSA Certified, the tech- 
nician should use a combination of the Study 
Guide and the On-Site Power Generation: A Ref- 
erence Book to prepare for testing. Both may be 
ordered on the EGSA website. Attendance at a 
George Rowley School of On-Site Power is not re- 
quired although many technicians have found it 
to be beneficial. The Certification test can usually 
be taken within a 100-mile radius of the techni- 
cian’s home or business and is administered on 
behalf of EGSA by Ferris State University. Testing 
can be arranged at domestic and overseas mili- 
tary bases for serving personnel. 

NEW - We have just implemented changes to 
the Certification program to provide two levels 
of Certification, an Apprentice level and a Jour- 
neyman level. The current test and study guide 
have been in place since 2007. A DACUM panel 
from member companies was formed last year to 
review and update the test. The results of that ef- 
fort are now complete and this certification level 


has been renamed the Journeyman level, since a 
passing grade on this exam reflects a technician 
who has a minimum of 3 years of practical held 
experience. 

The new level is for a basic entry level tech- 
nician and does not require any previous held 
experience in order to pass the test. This level of 
technician certihcation is to be classihed as Ap- 
prentice Level. 

The new Apprentice Level satisfies 3 areas: 

1. A technician with Apprentice level EGSA 
Certihcation provides a potential em- 
ployer with the assurance that he has the 
basic knowledge and commitment to be a 
valuable asset in their service department. 

2. A College that offers 2 or 4 year courses 
in these areas can now use the EGSA 
Apprentice level test as part of their cur- 
riculum to prove that they are offering 
the training needed to fulfill the basic re- 
quirement of EGSA Member companies. 

3. Military personnel can leave the service 
with a qualihcation that can qualify 
them for jobs as they look for civilian 
employment in the on-site power gen- 
eration industry. The Apprentice-level 
certihcation remains valid for a period of 
3 years, after which the technician will 
meet the criteria to test for the Journey- 
man-level certihcation. 

EGSA Certihcation testing at the Journeyman 
Level covers Automatic Transfer Switches, Basic 
Electricity, Communication & Documentation, 
Prime Movers, Engine Generator Instrumenta- 
tion & Controls, Governors, Multiple Generator 
Switchgear & Controls, Voltage Regulators, Trou- 
bleshooting System Problems, Generators/Alter- 
nators and Auxiliary Support Systems. Techni- 
cians are tested on their general knowledge of 
these areas as well as their knowledge of 61 spe- 
cific tasks within them. Only technicians who 
pass the test can use the title “EGSA Certihed 
Electrical Generator Systems Journeyman Tech- 
nician”. The EGSA Certihcation remains valid for 
a period of hve years, at which time the techni- 
cian needs to retake a test to ensure that they are 
up-to-date on current technology. 


Continued on page 1 7 
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The best line of automatic transfer switches 


provides a choice of 30-cycle or 3-cycle 
closing and withstand ratings 




Most transfer switch manufacturers offer some 
combination of 3-cycle and short-time closing 
and withstand-ratea switches. 

Only Russelectric offers full lines of 3-cycle and 
30-cycle rated UL tested, listed, and labeled 
ATSs and bypass/isolation switches. 

Don't settle for less than the best automatic 
transfer switches... Insist on Russelectric. 


www.russelectric.com 
MadeinUSA 1 - 800 - 225 - 5250 

An Employee-Owned Company 
An Equal Opportunity Employer 
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Power Control People You Can Rely On 






CODES & STANDARDS 



Herb Whittall 


EGSA Technical Advisor 
HWhittall@comcast.net 


Codes & Standards 


T he NFPA conducted a webinar training session 
for their new online system for Public Input to 
the next edition of the National Electric Code. The 
system appears to be designed and user friendly. 
Via the website www.NFPA.org/70next you can 
submit any of the following: 

1. Change to existing text 

2. a global change that affects the entire code 

3. a revision to a table 

4. a new section 

5. a new article or 

6. new artwork 

Mark Earley, who hosted the webinar, request- 
ed that you contact him at (617)-984-7400 prior 
to entering a new article. If you make an entry, 
you will also be required to submit justification 
for your entry prior to having it considered by 
a committee. Under the new online system you 
have the ability to revise that entry up until the 
final submission date. The final submission date 
for the next edition is 5 p.m. on Friday, November 
7, 2014. The Committees will meet to consider all 
the public input the weeks of January 12 through 
24, 2015. Committee members will no longer be 
provided printed copies of the public input, we 
will now receive PDF hies exclusively. 

Herb Daugherty attended the IEEE P 1547 
Working Group Inaugural meeting held April 
23 to April 25 in Las Vegas. This was a kick- 
off meeting for the rewrite of IEEE P 1547 Inter- 
connect Standard. It is especially important and 
necessary for EGSA Members to get involved 
with the rewrite of this standard due to the fact 
that the previous edition was primarily written 
around sources of electric power other than ro- 
tating generator sets. EGSA Members, Marcelo 
Algrain, from Caterpillar, Inc. and Steve Evans of 
ASCO Power Technologies also attended. P 1547 
is the IEEE Standard for Interconnection and 
Interoperability of Distributed Energy resources 
with Associated Electric Power Interfaces. IEEE 
Standards Coordinating Committee 21 (SCC21) 
scope and purpose is to oversee the development 
of standards in the areas of fuel cells, photovol- 
taics, dispersed generation and energy storage. 
It coordinates efforts in these fields among the 
various IEEE Societies and other affected organi- 
zations to insure that all standards are consistent 
and properly reflect the views of all applicable 
disciplines. To date, the Diesel/Gas Engine driv- 
en generator business has been under-represent- 
ed. The attendees were as follows: Utilities - 31, 


Manufacturers - 20, Consultants - 11, DOE & 
NREL - 7, IEE/Gov. 3, Universities - 2 and 3 oth- 
ers. As you can see from the number of attendees 
from each entity, the Utilities are dominant and 
they understandably have their own interests at 
the forefront. There was much contentious dis- 
cussion concerning “Voltage ride through” be- 
tween the Inverter Manufacturers and the Syn- 
chronous Generator Manufacturers. For this rea- 
son we need as many EGSA members as possible 
to join Herb, Steve and Marcelo on this endeavor. 
The next meeting was held on June 25 - 27th in 
Las Vegas to form sub-groups to write portions 
of the standard. Moving forward the meeting will 
be held every 6 months. P1547 has 8 parts al- 
though some have not been written at this point. 
To date the following have titles: 1547.1 - Testing; 
1547.2 -Applications; 1547.3 - Communications; 
1547.4 - Islanding; 1547.7 - Impact studies; 1547.8 

- Recommended Practice for Implementing Interop- 
erability. 

In connection with the above, I received an 
invite to join the working group meeting for 
IEEE P 2030.2.1 in Guangzhou China that took 
place on 9 June. This IEEE working group will be 
writing a Guide for design, operation and main- 
tenance of Battery Energy Storage Systems, both 
Mobile and Stationary and Applications integrat- 
ed with Electric Power Systems. This document 
addresses Battery Energy Storage Systems (BESS) 
and application conformance to the requirements 
of IEEE 1547. 

UL put a proposed second edition of UL 2201 

- Standard for Portable Engine- Generator Assem- 
blies out for a vote. UL listed at least 38 changes 
along with the ballot. The Portable Generator 
Manufacturers Association did not agree with 
some of the changes and thought there needed 
to be an STP meeting to discuss these changes 
before the second edition is approved. Addition- 
ally, there are ongoing Group meetings called by 
the Consumer Products Safety Commission dis- 
cussing how to prevent accidental deaths caused 
by Carbon Monoxide poisoning while operating 
portable generator sets. 

In addition to the webinar mentioned above 
there have been a couple of webinars concern- 
ing the transition from UL 1778 editions 2 and 
4 to UL 1778 edition 5. UL 1778 is the standard 
for Uninterruptable Power Supplies. This subject 
is still being pursued and will be reported on at 
the EGSA Fall Conference in San Diego this Sep- 
tember. ■ 


10 


www.EGSA.org 


Powerline • July/August 2014 




INND 


DESIGN/BUILD 


Precision 

serial production and 
metal fabrication. 
Proven leak proof 
certified tanks 
and reservoirs. 
Frames and 
trailers. 
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Call us for a cost estimate and experience 
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2014 Fall Technical & Marketing Conference 


September 14 - 16, 2014 • San Diego, CA 





2014 EGSA FALL TECHNICAL & MARKETING CONFERENCE PREVIEW 


Mission Bay: Mission Critical... 

Join EGSA (as we head to the California coast) for our 
49th Annual Fall Technical & Marketing Conference 


mission Ymi-shanX n 1 : a group or committee of persons 
sent to a foreign country to conduct negotiations, establish 
relations, provide scientific and technical assistance, or the like. 

2: the business with which such a group is charged. 

3: any important task or duty that is assigned, allotted, or 
self-imposed: Our mission is to find the child a safe home. 

4: an important goal or purpose that is accompanied by strong 
conviction; a calling or vocation: She has finally found her 
mission in life. 5: a sending or being sent for some duty or purpose. 


CC^T^he word Mission has multiple meanings, more than a few 
J_ of which we can apply to our own mission in September! 
That’s why Mission Bay: Mission Critical really stood out as a clear 
winner for our Conference theme in September,” admitted Com- 
munications & Conventions Committee Chair, Ed Murphy. 

First, a little about our destination! Mission Bay, CA is a 
groovy beach neighborhood located just outside downtown San 
Diego. Get ready to peek in on that quintessential San Diego 
beach lifestyle! Mission Bay also has a “one of a kind” park that 
includes a 4,600 acre playground surrounded by 27 miles of 
shoreline. The backdrop for our mission also includes a 3 -mile 
oceanfront boardwalk with nightlife and attractions. If sightsee- 
ing (or photography) is of interest, in nearby Ocean Beach, Sun- 
set Cliffs offers a spectacular view of the Pacific Ocean. 

EGSA has an almost 50 -year tradition of bringing great value 
to the many different facets of membership that make up this 
organization. For our upcoming Fall Conference, here are a few 
highlights of the mission you can expect: 


Let's TOYA! 

The biggest and brightest enhancement to our EGSA Fall Pro- 
gram will be awarding the inaugural TOYA. A new On-Site Pow- 
er Industry award, the Technician of the Year 
Award will honor one worthy tech- 
nician with the title BEST. This is 
truly one of the missions we have 
been striving to complete and 2014 
is the year! 

To our knowledge, no other organiza- 
tion awards technicians with an honor like 
this and we are glad to be first! Please join us 
in thanking our TOYA sponsors as we share the results of the 
first run. Without these sponsors, we would not have been able 
to offer important components of this award, such as travel (for 
the technician & spouse or significant other), event registration, 
hotel accommodations and all of the prizes the technician will 
be awarded! 




I Education Grant! 


The Raymond G. Russell Education Grant - Helping 
Our Veterans & Our Industry! 

As President Beasley outlined in the March/ 

April issue of Powerline, EGSA, along with 
member firm, Russelectric, have devel- 
oped a groundbreaking education 
grant in support of our nation’s armed 
services veterans. 

The Education grant(s) will assist at 
least 6 veterans annually with the ability 
to take one of our Rowley School pro- 
grams (either Basic or Advanced depend- 
ing upon level of experience). This annual grant is designed to 
provide veterans who meet the established criteria with a full 
ride on ah costs associated with the Rowley School. This in- 
cludes travel expenses that meet the EGSA travel policy as well. 

The application deadline is July 25, 2014 and our 
grant recipients will be announced during the 
upcoming conference! 

Speaker Highlights: 

Return with Honor - Captain Scott 
O’Grady, American Hero & New York Times 
Best-selling Author. 

An Air Force fighter pilot, EGSA Keynote 
speaker Captain Scott O’Grady was shot down 
over Bosnia while helping to enforce the 
NATO no-fly zone in an F-16. Alone — fac- 
ing death, capture and the elements — he 
discovered within himself the spirit to go 
on and relied on the skills learned during 
a lifetime of preparing for the unthinkable. 

From O’Grady’s compelling life-and- 
death story, be prepared to learn how to 
adapt, change and succeed even under the 
most daunting and trying of circumstanc- 
es. Even while isolated behind enemy lines, 

Captain O’Grady remained a member of a 
carefully drilled team. Scott details the prep- 
aration, teamwork and leadership responsi- 
ble for his survival and for his dramatic res- 
cue by the U.S. Marines — qualities that are 
crucial to success in every facet of business 
and life. The ingenuity and fortitude that 
kept him alive in hostile territory for 6 days 
will hopefully inspire your own groundbreaking achievements. 
His story is an inspirational tale of courage, faith and patriotism 
by an American hero. 



Shot down in war- 
torn Bosnia, Scott 
O’Grady shares 
with EGSA, his 
6-day, lije-or-death 
ordeal that made 
headlines, inspired 
millions and taught 
us about prepara- 
tion, teamwork and 
leadership. 
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Professor Janetos 
received his A.B. 
in Biology from 
Harvard and 
his Masters and 
Ph.D. in Biology 
from Princeton. 

He has written 
and spoken widely 
on the need to understand the scientific, 
environmental, economic, and policy 
linkages among the major global en- 
vironmental issues. In addition to his 
research interests in the interaction of 
land systems with human needs and 
climate change, he has been an IPCC 
Lead Author and Coordinating Lead 
Author, and has served on multiple 
National Research Council Committees 
and Boards. 


On Monday, we 
will also host presenter 
Anthony C. Janetos, PhD, 
who is the new Director 
for the Frederick S. Pardee 
Center for the Study of the 
Longer-Range Future for 
Boston University (BU). 

Having recently 
joined BU, Dr. Janetos 
was most recently Direc- 
tor of the Joint Global 
Change Research Insti- 
tute at the University of 
Maryland, and has held 
positions at The Heinz 
Center for Science, Eco- 
nomics and the Environ- 
ment, World Resources 
Institute (WRI), Na- 
tional Aeronautics and 
Space Administration (NASA) and the Environmental Protection 
Agency (EPA). 

Dr. Janetos has written and spoken widely on the need to 
understand the scientific, environmental, economic and policy 
linkages among the major global environmental issues. In addi- 
tion to his research interests in the interaction of land systems 
with human needs and climate change, he has been an IPCC 
Lead Author and Coordinating Lead Author, and has served on 
multiple National Research Council Committees and Boards. 
His presentation, The National Climate Assessment: Impli- 
cations for Energy Infrastructure & Mitigation will provide 
great insight into the National Climate Assessment (NCA) and 
the ongoing process of scientific assessment, so that the Nation 
may track progress towards becoming “climate-ready.” This in- 
cludes the planning and implementation of a series of indica- 
tors to establish a consistent baseline against which to measure 
change in a variety of sectors that are important to the Nation. 

On Tuesday, Robert B. Tucker, President of the Innovation Re- 
source and an internationally recognized leader in the field of in- 
novation, will take the EGSA stage bright and early to present on 
a topic important to any mission, Thinking Ahead of the Curve. 

To drive growth in today’s highly competitive business environ- 
ment, companies must learn to think ahead of the curve - to add 
value and uniqueness to their sales and market strategies; to differ- 
entiate offerings and de-commoditize transactions; and to involve 
the whole enterprise in the innovation process. 

In this dynamic presentation, Tucker will take you behind 
the scenes of some of the world’s most innovative companies to 


Robert B. Tucker, 
a frequent contribu- 
tor to publications 
such as the Journal 
of Business Strat- 
egy, Strategy & 
Leadership, and 
Harvard Man- 
agement Update. 
Robert has appeared on PBS, Bloomberg, 
and was a featured guest on the CNBC 
series The Business of Innovation. 


K 


reveal powerful strate- 
gies for growth and in- 
novation. You will leave 
this session with the 
ability to spot emerging 
opportunities, seize the 
initiative and add value 
to create unconventional 
solutions. 

Tucker’s pioneering 
research in interview- 
ing over 50 leading in- 
novators was published 
in the book Winning 

the Innovation Game in 1986. Since then, he has continued to 
publish widely on the subject, including his international best- 
seller Managing the Future: 10 Driving Forces of Change for 
the New Century, which has been translated into 13 languages. 
His groundbreaking book, Driving Growth Through Innova- 
tion reveals the emerg- 

Rayola Dougher, 

Senior Economic 
Advisor, Ameri- 
can Petroleum 
Institute (API) is a 
principal spokes- 
person who covers 
a wide range of 
issues affecting the 

oil and natural gas industry, including 
crude oil and gasoline prices, industry 
taxes and earnings, exploration and 
production, hydraulic fracturing, as 
well as refining and marketing topics. 



ing best practices of 23 
innovation vanguard 
companies, and his latest 
book, Innovation is Ev- 
erybody’s Business, has 
been recently released. 

Also on Tuesday af- 
ternoon, we will wel- 
come Rayola Dougher to 
the EGSA stage to pres- 
ent Energizing Ameri- 
ca: Facts for Address- 
ing Energy Policy. Our 
country is at a historic 
turning point for the 
country and its energy policies. Technological innovations are 
changing the vision of our energy future resulting in new oppor- 
tunities to put more people to work, boost domestic production, 
grow government revenue and save many billions annually in 
imported energy costs. 

The energy policy choices we make today are among the most 
important and far reaching policy decisions we will make in the 
21st century. Rayola Dougher is with us to discuss how Ameri- 
ca’s future success depends on the choices that decision makers 
make today concerning energy production, infrastructure, tax 
policy and federal regulations. These choices can mean the dif- 
ference between more jobs and investment in the U.S. or less, 
increasing or decreasing imports, and make the U.S. more or 
less energy secure. 



REGISTER TODAY! www.egsa.org/fall 
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The EGSA Exhibitor Showcase has consistently been a more formal location during an EGSA event to network 
among your peers. The Member value for the showcase is also high, because each tabletop display costs $365. 
EGSA Staff typically has a waiting list after Early Bird registration closes for a display. If this opportunity is one you 
always rely on to break through the clutter, then don’t delay in selecting your booth when you register online! 



Mission Maderas...the Golf Course Was So Great, We’re Going Back! 

The 2014 Fall Golf Tournament should be memorable for our veteran EGSA links lovers, as we hosted the 
2005 Fall Golf Tournament there almost 10 years ago. 

Step onto that first tee and enjoy the course’s three lakes and waterfalls, with over forty acres of native plants 
and habitat. This Johnny Miller masterpiece (along with Robert Muir Graves) is the top rated Golf Course in 
San Diego County for the last 7 consecutive years by Zagat Survey. It offers beauty and challenge as it winds 
through the cliffs, rock outcroppings, creeks and forests of the inland hill country of north San Diego. 

The cost per person is $175 (boxed lunch included) and there are rental clubs available for a fee. Transpor- 
tation is not included in the cost of this networking event. Carpooling is encouraged. 


Mission Bay, Mission Bass - The 2014 Fall Fishing Tournament 


The 2014 Fall Fishing Tournament anglers will enjoy an incredibly scenic charter fishing inshore on the 
bay aboard a variety of 3, 4 and 6 passenger fishing vessels. Tournament participants can expect to 
catch Spotted Bay Bass, Sand Bass, Calico Bass and maybe even Halibut if we’re lucky. The experienced 
captains know all of the best places to catch, so get ready for competitive action among your EGSA col- 
leagues! 

Inshore fishing in San Diego will be an exciting and pleasurable trip- avid anglers will not want to miss this 
opportunity! At only $240 per person you’ll get maximum bang for your buck. 
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Cruzin’ the San Diego Bay Aboard the Emerald Hornblower 

Step aboard the Emerald Flornblower, an 85-foot Skipperliner. This private “cruze” will take us on a two-hour 
sightseeingtouroftheSan Diego Bay that includes more than 50 landmarks, historic sites and environmen- 
tal interest points. The 2 hour, 26-mile adventure will include a veteran crew to narrate the bay, local points 
of interest, city landmarks, facts about the military and California Sea Lions living off Point Loma. Expect 
the best views of San Diego, great networking with your favorite EGSA colleagues, as well as a sumptuous 
lunch. 

The cost of this extra mission, okay... yachting excursion, is $150 per person and the rewards of joining 
your favorite EGSA colleagues as we lunch and network, surrounded by picturesque views of the San Diego 
coast, is priceless! Join us for the “cruze”. ..we are holding a seat for you up on deck! 


^ Gearhead Solar Turbine Factory Tour 

_ You can thank Carmen Nosic (Hawthorne Cat & HPS Loadbanks) and Steve 

. ™ Sappington ( Caterpillar ; Inc.) for assisting in securing a 4th option for Tues- 

sS } ft t* V " m day afternoon. The extra mission will surely bring the “gearheads” out in full 
~P I p- ^ r v- force! Join your EGSA colleagues as we tour Solar Turbines, Inc. - a wholly- 

■ v ir/*" 1 j ' owned subsidiary of Caterpillar, Inc. that is a world leader in industrial gas 

r— — - turbines between 1590 and 30,000 horsepower. 

Solar Turbines Inc. has sold over 13,700 gas turbine systems that are op- 
erating on land, as well as offshore, to provide reliable power for base-load 
electricity, cogeneration and standby power, producing, processing and transporting natural gas and oil. 

Solar gas turbines have logged over 1.5 billion operating hours of experience in almost 100 countries. Our Gearhead 
Tour will take place at their Kearny Mesa facility, which is the primary Assembly & Test facility for turbines, natural gas 
compressors, control systems and turbine packages. The cost of the tour is $25 and does not include transportation. 


FUN FACT: Our EGSA Presi- 
dent in 1971-1972 was 
John J. Ford , Jr., Govern- 
ment Sales Manager for SO- 
LAR, a division of Interna- 
tional Harvester Company, 
the previous name of Solar 
Turbines, Inc.) 
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Generate Awareness of Your Brand 

EGSA has several opportunities to help you to get noticed during 
the Fall Conference. For a lasting impression throughout the 3 -day 
event and beyond, why not advertise in the EGSA Show Program? 
This fall, we are expanding it to accommodate more detail in one lo- 
cation. Capitalize on this new arrangement and place your advertise- 
ment today. For rates and inquiries, please contact Jalane Kellough, 
Executive Director for EGSA at J.Kellough@EGSA.org. 

Since we determined that the Casino Night entertainment was 
worth doing again in California, we are on a mission to End great 
SWAG! What do we mean? We are seeking member companies to 
donate a prize for the Casino Night “funny money” winnings! If 
you donate that prize, there are several opportunities to get your 
company name highlighted and noticed. Contact Kim Giles, EGSA 
Marketing Manager, at K.Giles@egsa.org if you would like to donate 
a SWAG item to our mission! 

EGSA Sponsorships are also a great way to get noticed. Typi- 
cally, our spring sponsors renew their contracts for the fall. However, 
there are always a few opportunities that become available. . .such 
as the EGSA Photo Booth! Another way to have your brand noticed 
is through the thoughtful donation of items for the golf or fishing 
tournament goody bags. Any item that will provide “extras” for the 
networking missions would be welcomed. 

As we get closer, the EGSA Committees will release their meeting 
agendas and exhibitor showcase booths will be available. We hope 
that this article will encourage you to join us. There’s also a signifi- 
cant savings to signing up before early bird pricing ends on August 
21st (One can save up to $115 pp). 



F or the past 2 or 3 years, we have had close to 100 people come 
each Conference as a “First Timer” or “New Member.” As an or- 
ganization, we like to single out the new folks because it gives us an 
opportunity to get to know them, make them feel special and have 
them get to know us. Providing a focus on them (since it is their Erst 
event) is a good thing because it helps us grow. We ask their opinion 
when it is over to see if we hit the mark and how we can improve! 

With as many people that attend EGSA events regularly, we 
sometimes forget to do the normal things that we would do at oth- 
er events because we are so familiar with what to expect from the 
EGSA brand and our Conventions or Conferences. Here are a few 
suggestions we hope you will all consider to make your experience 
even better and help strengthen your brand in the process: 

1. Be a Subject Matter Expert - don’t shy away from telling 
someone about your unique niche. Don’t assume that everyone 
already knows about you or your brand. Reaffirm that image by 
sharing an article in Powerline or contributing your skills and 


Some Helpful Tips When Registering Online: 

1. Make sure your EGSA Membership is up-to-date! 

Members save BIG on Registration fees! 

2. Don’t forget to select the EGSA Committee Meetings you 
wish to attend. It really helps with logistics for things like 
committee meeting room size and seating if we know you will 
be joining us. Plus, our EGSA Committee Chairs like to see ev- 
eryone wearing the appropriate committee ribbon. 

3. If you are purchasing an Exhibitor Showcase booth, do 
it early! With a limited number of tabletop displays, you will 
have a better location if you register early. 

4. Not registering yourself? No worries - just make sure who- 
ever does the registering knows that they should enter YOUR 
email address (the person who will be attending) in the record. 
Why? So that we know you are the one coming and we can 
have your materials ready (badges, hotel room match-ups, net- 
working activities). 

The Hyatt Mission Bay is “in season” during September, we 
couldn’t have selected a better time to go. . .but, that means you 
should register for your room directly after you register for the Con- 
ference. . .or risk the “no room at the inn” scenario that no one wants! 

We are looking forward to hosting you in September! The locale, 
the ideal accommodations, speaker line-up, networking activities 
and additional enhancements to create value are all being planned 
and confirmed for our EGSA community. This Mission, should you 
choose to accept it, will provide something for everyone. Don’t get 
left behind! Join EGSA from September 14 - 16, 2014 in Mission 
Bay. Please visit www.egsa.org/fall. 


expertise on a panel, or volunteer to speak at an EGSA Conven- 
tion/Conference, or a Committee meeting. 

2. Have Your 30 Second Spiel Down - What has happened 
recently at your firm? What great product or service news do 
you have to share? When you get a question from someone like 
“How’s Business?” be prepared with a succinct answer. Every- 

r body wins then! 

3. Bring Business Cards - such a simple thing and yet people 
don’t necessarily feel the value anymore. 

4. Get Involved - sounds simple enough, but what you put into 
something is in direct relation to what you get out of it. Take 
the time to have a have a voice and then use it! 

5. Have a Promotional Strategy Before Leaving the Office - 
Did you register for the right EGSA committee meetings when 
you completed your online registration? Did you pack enough 
collateral materials to provide to your customers and vendors? 
Will you be purchasing a sponsorship or buying an exhibitor 
table top display? Make the most of your conference by loading 
the EGSA Conference USB (that will be sponsored by Global 
Power Components in Mission Bay). 

6. Have a Post-Event Plan in Place - Get any new contacts? 
Send them a follow up email. Write a thank you note. Connect 
with your new contacts on Linkedln. Make sure you are follow- 
ing the EGSA Committees that you participate with. 

All of these ideas, though fairly simple, are often overlooked. If you 

choose to accept this mission, you’re bound to bring your A-Game! 


FROM THE TOP 


Continued from page 7 

The TOYA Program is also bringing member value for the 
technicians, the DDs and EGSA. We are gaining industry sup- 
port for certification, while shining a light on how our indus- 
try’s own first responders handle the day-to-day challenges of 
a technician in the held. At Ring Power Corp. we have a total 
of 22 EGSA Certified Technicians (12 Journeyman-level and 11 
Apprentice-level technicians) and I can assure you we have sub- 
mitted our nominee. 

By the next time you hear from me, we will be announcing 
our first winner at the Fall Technical & Marketing Conference 
in Mission Bay, CA. You have a few weeks left to participate in 
this worthwhile program by submitting your nomination online 
today. We want to hear from you. 

Also, as with anything new, if you have helpful suggestions 
to improve the program, the DD Leadership would love to en- 
gage with you. Please email your suggestion to e-mail@EGSA. 
org with the subject line: TOYA. 

Thank you for your support of our technician community! 
We appreciate your time and assistance. ■ 


EDUCATION 


Continued from page 8 

EGSA Certification helps ensure that technicians have the 
critical knowledge and skills to succeed in their jobs. Plus, it 
lends an added level of credibility to their company and sharp- 
ens their competitive edge. Members offering generator service 
that have EGSA Certified Technicians on their staff are includ- 
ing this as a benefit to their customers in their advertising and 
on their websites. Bid specifications have been written requiring 
that the bidder have EGSA Certified Technicians on staff to pro- 
vide the scheduled maintenance and emergency service. 

Check www.egsa.org for details about the program and click 
on the large US map to see how many EGSA Certified Techni- 
cians there are in your state. If you have a specific question, 
contact Ferris State University - contact information is on our 
website. 

Train up to get your technicians certifiable; it’s not expensive 
and it is a Big Win for everyone. ■ 


ENCLOSURES & GENSET PACKAGING EXPERTS 



UNIVERSAL 


At Universal Acoustic & Emission Technologies, 
we’ve recognized the increasing demand for engine 
customers like you to work with a single contact for 
all of your engine or generator set silencing needs. 
That’s why we’ve acquired Ojibway Enclosure Systems, a well-known 
manufacturer of sound-attenuating enclosures and provider of 
generator set packaging services. 


GET STARTED ON YOUR NEXT PROJECT TODAY! 

Email us: enclosures@universalAET.com 
Callus: (608)718-1377 


Universal AET and Ojibway have a long history of working together, 
and we now work side by side developing cutting-edge, durable 
designs for our customers. The new Ojibway Enclosures by 
Universal will bring custom-designed enclosures and packaging 
under one roof so we can efficiently manage your entire project 
directly, saving you time and money. 



OJIBWAY 

ENCLOSURES 

BY UNIVERSAL W 


Learn more at universalAET.com/enclosures 


1925 Highway 51/138 • P.0. Box 411 • Stoughton, Wl 53589 USA 









ENCLOSURES 



Rooftop installations are becoming more common Jor On-Site 
power, ai/d custom engineered enclosures play a crucial role. 


Life in the Box 

By Mike Witkowski, Chief Operating Officer, 
Pritchard Brown , LLC 


U pon returning home from my first interview for a job 
in the onsite power enclosure industry some twen- j 
ty five years ago, my wife asked how it went. “Well...” I \ 
started, “. . .it seems like a nice enough place, but they build | 
boxes — I’m not sure how much of a challenge it will be.” \ 
Now, two-and-a-half decades later, I can’t recall a boring l 
day. Boxes, it turns out, can be pretty darn exciting. ' 

In those twenty five years, the custom enclosure indus- ' 
try has undergone tremendous change. Some of the change, ^ 
to be certain, is from advances in materials and manufac- j 
turing technologies. The real change, however, has come \ 
from the transformation in business model. The modern \ 
custom enclosure manufacturer is called a “packager.” We I 
are part architect, part manufacturer, part contractor, and l 
full-time juggler. The relationship between packager and ' 
dealer-distributor is integral to project success, and the pack- ' 
ager’s scope of supply often exceeds the other elements for ^ 
which we are still considered an accessory. The complexity | 
of modern equipment is compounded by the ever-increasing 
regulatory compliance environment to create a dynamically 
challenging canvas on which we must paint. 

Given this fundamental change, it may be helpful for Power- 
line readers to get a glimpse inside our industry. Whether you 
are a consulting engineer, dealer/distributor, accessory manu- 
facturer, or genset OEM, the “box” is a part of your world, and 
understanding its relationship to the other aspects of the onsite 
power system can be a key component to future success and the 
betterment of our industry as a whole. 



From the Beginning 

Routinely, it is the Electrical Engineer that is responsible for 
specifying all aspects of the onsite power system. Switchgear, 
generator sets, transfer switches, etc. are all well within their 
discipline and the “fun part” of the project. When they see that 
the equipment will be on the roof or in the parking lot in a cus- 
tom enclosure, suddenly there is a whole new set of challenges 
for them: Structural criteria, building codes, fuel storage con- 
siderations, noise ordinances — the list goes on and on. It is es- 


18 


www.EGSA.org 


Powerline • July/August 2014 


ENCLOSURES 


sential for the packager to be involved as early as possible in the 
design process, assisting with all of these issues. The responsible 
packager knows how to work in concert with engineers, archi- 
tects, and acoustic consultants to develop the most cost-effective 
and safe solution. “One-size-fits-all” OEM packages may work in 
many installations, but there will always be a critical need for 
the custom engineered solution. 

However, resources invested at the planning stage are often 
considered a precarious notion for the enclosure manufacturer. 
The vast majority of projects are ultimately awarded in the price- 
hypersensitive bid-spec arena, and the custom nature of our 
products and services necessarily results in a broad spectrum 
of designs. Dealers — our customers — End themselves receiving 
radically different proposals interpreting the same bid specifica- 
tion; there is no “model number,” no one “right answer” for what 
is usually a complex scope-of-supply. Imagine procuring an ad- 
dition for your building using 
the same process used to pro- 
cure office supplies! That is the 
paradigm in which our industry 
operates, right or wrong, and 
hence a potential exists for both 
great opportunity and great 
misunderstanding. 

Responsible packagers must 
inch across this tightrope care- 
fully, balancing the need to be 
cost-competitive with the need 
to provide what the facility ul- 
timately needs in terms of safe- 
ty and performance. For those 
that have expended time and 
energy to develop what they 
know to be the ideal installation, the inherent ambiguity often 
leads to frustration rather than new business. That said, the edu- 
cation of both engineers and dealer/distributors, and building 
strong relationships with detailed communication of scope and 
functionality, will continue to be crucial roles for the successful 
packager. 

Gimme Shelter 

There are many ways in which the modern enclosure man- 
ufacturer/packager’s business model deviates from business- 
school metrics for the traditional electrical equipment manu- 
facturer. 

The sales process is a victim of what I call the “information 
technology conundrum (i.t.c.).” This theory states that, as the 
speed with which one can deliver information increases, the al- 
lotted amount of time for the information to be processed de- 
creases. Thirty years ago specifications were mailed — yes, with 
a stamp and a mailman— and the assumption was that it would 
be weeks before the response was mailed back. Twenty five years 
ago specifications were faxed onto the curly pseudo-paper, and 
since each page cost money the sender would take the time to 
cull out only the relevant portions of the specification. Since it 
got there faster, they could now wait longer to send it — but there 
was an understanding that it may take a while to process, type 
on a typewriter, and fax back. If, of course, no one got near the 


facsimile copy with a candle or a bright lamp — then we’d have 
to start over. Today, it is routine for our sales team to receive a 
two-hundred page complete project specification via email in 
the afternoon, and be asked to have a firm price the follow- 
ing day. Mind you, the amount of work necessary to digest and 
interpret the spec., develop the design, calculate the price, and 
prepare a description (including pages of detailed clarification of 
scope of supply and compliance) has increased. We have devel- 
oped sophisticated software to assist with much of the process, 
but we still must essentially design each job based upon the 
equipment characteristics (which vary from brand to brand), site 
constraints, and specified scope— before we even quote it. 

Packager salespersons are an extraordinary bunch. In spite of 
the chaos brought on by “i.t.c.,” these professionals have to be 
experts on the equipment for which they are designing the en- 
closure. They often know more about the physical and electrical 

characteristics of generator sets 
than their customer — not that 
there’s anything wrong with 
that. Finally, they need to un- 
derstand acoustics, thermody- 
namics, structural engineering, 
and electrical codes, as well as 
many region-specific building 
and environmental regulations. 

When an order is received, 
the number of variables that 
impact production are again 
rather unique to our industry. 
The textbook says you con- 
trol raw materials, labor, and 
overhead costs to affect profit- 
ability. If a vendor is late with 
materials, have your bulldog purchasing agent call and demand 
improvement “or else.” But what if that “vendor” is also your cus- 
tomer? Receiving and installing customers’ equipment is one of 
the primary milestones that impact the manufacturing schedule, 
and clearly threatening to never do business again because their 
equipment is late would not be prudent. In addition to customer 
equipment arrival, our scheduling Gantt chart is peppered with 
milestones that are not directly under our control, including 
customer approval of the custom design and jobsite prepared- 
ness. It is not uncommon for an enclosure manufacturer to have 
a year’s worth of orders on the books, and yet have months in a 
row of under-capacity production. These phenomena are not un- 
usual in the contracting world, but to the manufacturing mind- 
set they offer unprecedented challenges. 

The other textbook variables — labor and raw materials — 
also behave somewhat differently for the modern packager. The 
complexity of most custom packages, as well as the continuing 
trend for more and more accessories and services to be provided 
by the packager, yields a labor force that is a hybrid of basic 
metalworkers and skilled electrical and mechanical technicians. 
Changes in production capacity must be managed carefully to 
keep key workers, and that is not always easy. 

The quotation-to-shipping lifecycle of a typical custom en- 
closure package is six to eighteen months. Raw materials pur- 
chasing and inventory control are therefore a veritable art form 
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for the successful box-builder, because even 
minor fluctuations in steel, aluminum, and 
copper prices have an impact on profitability 
in the bid-spec environment — sometimes over 
a year after the job has been sold! Crystal balls 
abound. 



Who'll Stop the Rain? 

So, as you can see, the role of the custom 
packager is indeed not boring at all. I have oc- 
casionally likened our day-to-day operations 
to the television show “Wipe Out.” For those 
not familiar with the show, it is a timed foot 
race through a series of increasingly challeng- 
ing obstacles — most of which involve mud or 
bruises if unsuccessfully mounted. Then, just 
as the contestant seems to be having success, 
mystery men appear out of nowhere and begin 
hurling large balls or shooting water cannons at them, to fur- 
ther limit their ability to finish. In our world, the “mystery men” 
come in the form of ever-increasing, ever more intrusive govern- 
ment regulations and intervention. Because of the “contractor” 
element to our business model, the safety programs that must be 
implemented and maintained are much more rigorous than that 
of just a manufacturer. Government-mandated safety initiatives 
have their place, to be sure, but changing regulations and inher- 
ent ambiguity add yet another element of intricacy. 

Next, we have the changing environmental requirements that 
impact production. Again, some level of oversight is warranted 


Site constraints and maintenance considerations drive the need for 
custom solutions, such as this landfill gas energy installation. 

governments at the state and local level attempting to “help” our 
industry by requiring “modular building” licensing and regis- 
tration for units shipped into a particular region. Most of these 
programs were developed some time ago, aimed at the modular 
home manufacturing industry. At their inception, the intent was 
noble — make sure that pre-manufactured living spaces meet the 
same type of safety requirements that a home built on-site would 
necessarily require. Modular homes made of wood, with electri- 
cal wiring hidden in the wall behind paneling, needed some sort 
of inspection and validation program to ensure a safe place for 
humans to live. Noble, indeed. However, in their growing quest 




An enclosure package near completion. 

to ensure responsible stewardship of our planet (if you can trust 
the overseers), but the diverse nature of the packagers’ scope 
of supply makes it a particularly vexing issue. Paints and other 
coatings change constantly to keep up with ostensibly more eco- 
friendly rule changes. Most custom packagers offer testing of 
the completed systems at their facility — requiring fuel storage in 
large quantities, and the associated rules and regulations. Every- 
thing from insulation materials to cleaning agents is subject to 
unpredictable supply chain changes. Certainly challenges faced 
by manufacturers and contractors alike, but yet another mud 
ball on our timed course. 

Finally, a trend we have seen over the past few years involves 


Scheduling to allow “assembly dine’ production with custom products is key. 

for revenue, many states are now attempting to enforce these re- 
quirements with any “. . .modular structure. . .” shipped into the 
state. The bureaucratic officers that are expanding and regulat- 
ing these programs are rarely technical enough to understand 
the true cost of what they are asking. Nor do they understand 
the myriad of reasons that the programs, as written, should not 
apply to our world. Many of us acquiesce and register, and the 
ramifications to our industry are substantial. The cost and lead 
time of custom projects are dramatically impacted, and yet there 
is no net improvement to “safety.” 

In reviewing what I’ve penned thus far, I realize that to the 
untrained eye it could appear as whining. Nothing could be fur- 
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ENCLOSURES 


ther from the truth. Those of us involved in this business love 
what we do, and we provide a critically important element to 
the on-site power system. We are the anchorpersons in the relay 
race — no matter what delays stack up throughout the project, we 
are the ones counted upon to make up the difference. There will 
continue to be an increasing need for our products and services, 
and as an industry it is our duty to continue to raise the bar on 
quality, safety, and affordability. This will be accomplished only 
through continued improvement in the relationships developed 
on both ends of the project spectrum, and through active EGSA 
participation and dialogue with the specifiers, the purchasers, 
and the ultimate users of our equipment. 

In the meantime, perhaps at least you now know why we 
packagers never have drink tickets left over at the President’s 
reception... ■ 

About the Author 

Mike Witkowski is the Chief Operating Offi- 
cer of Pritchard Brown, LLC, in Baltimore Mary- 
land, where he has worked since 1989. He has 
published numerous articles in industry trade 
magazines (including Powerline ), co-authored a 
chapter in the 2nd Edition of the EGSA On-Site 
Power Reference Book, and authored a chapter for the upcoming 
5th Edition Reference Book. Mike teaches the “Noise Control” 
module in EGSA’s advanced Rowley schools, is the Chairperson 
of the Codes and Standards Surveillance Committee, and has 
served on the Board of Directors of EGSA. Prior to Pritchard 
Brown, Mr. Witkowski held several sales and technical jobs in 
computers, retail electronics, surveillance equipment, survey- 
ing, and sound reinforcement. Mr. Witkowski attended Penn- 
sylvania State University from 1980-1985, studying Electrical 
Engineering and Acoustics. Mike lives in Northern Baltimore 
County with his lovely wife Nancy, lovely teenage daughters 
Grace and Emily, two rescue dogs (both girls), and a rescue cat 
(also a girl). He maintains his sanity by operating an amateur 
home recording studio and playing the guitar. 
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POWER MANAGEMENT CONTROL SYSTEMS 


Integrating Advanced Power 
Management for Better Performance 
and Lower TCO 


GE Intelligent Platforms 


By Warren Jackson , Mission Critical Industry Manager, 

W ith integrated advanced power management control sys- 
tems, companies can design and implement simple, secure, 
connected devices that enable brilliant machines, ensure equip- 
ment uptime, and deliver the right information 24/7. 

This artide will explore the merits of integrating power synchro- 
nization and measurement into the supervisory master backup power 
monitoring and control system. Functionality required for grid synchro- 
nization and measurement will be detailed. The benefits of integrating 
this functionality into the master control system will be discussed. 

In today’s connected world, facilities that support operations 
in data centers, healthcare, power and emergency response are 
under intense pressure to maintain continuous system availabil- 
ity while increasing energy efficiency and reducing costs. These 
modern demands require a renewed focus on the design of mis- 
sion critical backup power control systems. 

Choosing the right control architecture is a critical factor in 
enabling the high availability, performance, and responsiveness 
required to avoid destructive and rapid system failure. The risk of 
downtime is a significant concern: According to the ARC Adviso- 
ry Group, plant downtime costs average about $12,500 per hour. 
Implementing an advanced power management solution that in- 
tegrates power grid synchronization and measurement directly 
into mission critical control systems helps maintain continuous 
operations and increase efficiency, which in turn lowers total cost 
of ownership (TCO). 

Traditional Control System Architecture 

Critical facilities designed for continuity of power require a 
backup power supply system in the event of a loss of power from 
the primary utility supply. Often the capacity required of the 
backup supply will be greater than what a single backup genera- 
tor can provide. In these cases, a reliable system of connecting 
multiple generators to provide backup power is required. 

For example, a critical control function in switching to backup 
power is synchronizing the backup generator to the grid. This 
process may require that voltage differences be less than two per- 
cent, the frequency should match between the bus 0.5 Hz and 
phase shift between generators at less than two degrees. The gen- 
erator set controller or auto-synchronizer commands the engine 
to go faster or slower to change the frequency and also interact 
with the held voltage of the alternator that changes the voltage. 
When the frequency and phase angle values are within the syn- 
chronizing bandwidth, the generator can be “switched” to the 
grid as the main power source. 


In addition to automatic generator paralleling or synchronizing, 
a typical advanced power management system includes: 

• Automatic generator set start/stop 

• Engine status monitoring, frequency/voltage control, 
and fault reporting 

• Power quality monitoring and fault reporting 

• Power consumption metric measurements 
and power factor correction 

• Toad shedding and load sharing 

• Waveform capture of all backup power grids 

• Data logging and reporting 

This functionality is typically implemented by a critical pow- 
er equipment manufacturer or system integrator. Traditionally, 
these equipment builders use a redundant programmable logic 
controller (PTC) for the master control system. However, since 
this master control PTC often does not have fast AC voltage and 
current inputs, a separate, specially-designed controller handles 
protection and sophisticated control functions like synchroniza- 
tion. These generator set management controllers not only have 
built in synchronization capability, but much of the advanced 
power management functionality listed above. 

In some cases, these controllers have basic logic functional- 
ity for implementing control logic that is traditionally handled 
by a PTC. However, the industrial programmable logic control- 
lers and specialty generator set management controllers typically 
are manufactured by different suppliers, resulting in the potential 
challenge of disparate control systems within the architecture. 

Challenges of Disparate Control Systems 

Disparate control systems do not easily communicate or co- 
ordinate information with each other. This is a key shortcoming 
when infrastructure system coordination is required to keep all 
systems running and avoid downtime risk during a fault situa- 
tion such as a power outage. The lack of coordination makes it 
challenging to quickly identify and resolve issues or uncover root 
causes, increasing the risk of failures and prolonged outages. The 
complexity of managing multiple systems can also introduce hu- 
man error into day-to-day operations, impacting the continuous 
operation and long-term reliability of the systems. 

In addition to increasing risk, disparate control systems require 
operations and maintenance personnel to understand multiple 
programming environments, hardware platforms, and debugging 
processes to resolve fault conditions. This in turn can increase 
the mean time to repair. Multiple network paths, communications 
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POWER MANAGEMENT CONTROL SYSTEMS 


enablers, and memory maps must be maintained separately for all 
systems, further increasing the risk of human error and the pos- 
sibility of downtime. 

Most importantly, the opportunity to create synergies for 
maximized uptime is lost. Initiatives for continuous improve- 
ment, performance enhancements, and maintenance are imple- 
mented independently across each different control system — re- 
sulting in a siloed approach that lacks the critical system coor- 
dination needed for the highest level of control reliability and 
maximum uptime. 


Integrated Advanced Power Management 

With advances in industrial PLC performance and capabilities, 
grid synchronization and measurement functionality can now be 
integrated into the master control system. A typical architecture 
for this type of solution is shown in Figure 1. 
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Figure 1 


A single high-availability control solution with integrated 
advanced power management can manage the entire backup 
power infrastructure. Advantages of this architecture include: 

• Elimination of a communication or heldbus network to 
external stand-alone devices 


Implementing high-availability control solution architectures 
with integrated advanced power management helps ensure contin- 
uous operation of backup power infrastructure in a mission critical 
facility. Architectures with true dual redundancy have controllers 
with dedicated, redundant links to one another and operate syn- 
chronously with virtually no overhead added to the control applica- 
tion. They can transfer all application variables, statuses, and I/O on 
every scan — reducing single points of failure. 

However, a high- availability system does more than just im- 
plement controller redundancy. It offers the capability to change, 
edit, troubleshoot and hx the system without stopping it. This 
concurrent maintainability allows critical facilities to keep their 
control systems up and running while performing maintenance 
and upgrades. 

Future-Proofing Control Systems 

Industrial PLC-based control systems are built to last several 
decades, while the lifespan of dedicated specialty controllers 
can be significantly shorter. Depending on the manufacturer, 
automation suppliers will provide migration options from legacy 
controller platforms. Updating a controls platform is a major 
endeavor at a critical facility and the lifespan of a particular con- 
troller in a piece of equipment in a critical facility is a major 
design consideration. 

Many critical facilities are considering and implementing al- 
ternative sources of onsite primary and backup power generation 
such as fuel cells and microturbines. While these facilities are 
not common now, as costs decrease, onsite power generation will 
become more common. Often a microturbine or fuel cell will have 
an existing industrial control system in place, making for a seam- 
less extension into a high availability control system. 

Visualization and Analytics 

Data collected from an advanced power management solution 
can be used to develop effective mission critical facility support 
strategies. Continuous operation and performance improve- 
ments of all backup power systems are only as good as the run- 
time data collected for analysis. Coupling the advanced power 
management data with key software applications helps facility 
managers and operations personnel make informed decisions 
based on actionable data. 


• Single point of connection for ease of deployment, main- 
tenance, and troubleshooting 

• Options for scalability in design of system architecture 
with options for redundant control schemes and numer- 
ous operator interface choices available for industrial PLCs 

• One programming environment for the control system, 
HMI, power synchronization and measurement interfaces 

• Real-time availability of data to the control via backplane 
communications, eliminating latency and integrity issues 

• Centralization of historical data for visualization, control 
and analysis 


• Critical alarm response management software empowers 
operators to make better decisions by providing informa- 
tion and guidance with the exact responses needed to 
address critical alarms within the backup power system. 
Many times the number of alarms generated in a facility 
can be overwhelming. A higher level software solution can 
help prioritize these alarms. 

• Workflow process management software allows HMI/ 
SCADA users to provide operators with specific instruc- 
tions and the precise information they need to make the 
correct decisions in critical situations or switchover sce- 
narios. Operator error is consistently cited as the most 
common source of downtime in critical facilities. The abil- 
ity to digitize corrective actions in a workflow can reduce 
operator error. 
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POWER MANAGEMENT CONTROL SYSTEMS 


• Advanced analytics software provides insight into the 
likely causes of events or issues, performs “what if” sce- 
nario analysis, and identifies opportunities for continuous 
improvement. For example, analytics can provide insight 
into metrics such as power usage effectiveness (PUE) to 
better understand the relationships between the factors 
that impact the metric, providing a means to take action 
on the extracted information. Predictive analytics tools 
can analyze the data and warn operators of potential fail- 
ures. 

Designing a control solution that integrates advanced power 
management into the backplane of the control system provides 
the most flexibility in design and implementation of backup pow- 
er electrical systems. Advanced technology control solutions that 
provide multifunction power synchronization and measurement 
interfaces are ideal for equipment manufacturers and system inte- 
grators providing paralleling switchgear and generator sets for use 
in mission critical facilities. 

In the end, designing, integrating, and maintaining a single 
control system for the entire backup power infrastructure com- 
bines the best possible performance with the lowest total cost of 
ownership. ■ 


About the Author 

Warren Jackson is Mission Critical Industry 
Manager for GE Intelligent Platforms. He is re- 
sponsible for commercialization and develop- 
ment of GE Intelligent Platforms portfolio of au- 
tomation and industrial computing solutions in 
Mission Critical applications. Warren has been 
with GE since 1996 in various technical and commercial roles 
within the company. He holds a BS in Computer Engineering 
from Syracuse University. 
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WOODWARD 


Woodward’s Rocky Mountain Technology and Innovation Center 

Electrical Power Management, 

Control, and Protection Solutions Worldwide 

W oodward’s (Nasdaq: WWD) solid reputation for providing 
systems and components that increase the reliability and 
performance of engine, turbine, and switchgear equipment is 
well known throughout the power, transportation, and process 
markets. With $2 billion in annual sales split equally between 
aerospace and energy business segments, major power equip- 
ment original equipment manufacturers (OEMs) worldwide rely 
on Woodward control systems to keep their equipment operat- 
ing dependably and efficiently. “Our company’s growth is driven 
by providing technologies to our OEM customers that help them 
meet tough energy control challenges,” says Chad Preiss, Presi- 
dent of Woodward’s Engine Systems Group. “These include the 
demand for increased energy independence and reliable utiliza- 
tion of renewable energy sources, improving fuel efficiency and 
emissions, and increasing the connectivity of local and regional 
control networks.” 


Woodward’s leadership in energy control and optimization 
solutions is built on a foundation of strategic vision, quality 
performance, and core values dating back to 1870. We build 
on our proven successes with technologies that redefine the 
way our customer’s engines, switchgear, turbines and genera- 
tors operate. 

We are guided by a strong tradition of integrity, core values 
and principles. We are driven by the needs of our customers. 
It is why we are the leader in energy control and optimiza- 
tion solutions for paralleling generators, controlling turbines, 
compressors, engines, emissions, fuel systems, wind invert- 
ers, protective relays, synchronizers, load controllers, transfer 
switches and circuit breakers. 

Woodward, Controlling the Power of Energy. Fort Collins, CO. 


electrical converter systems enable the integration of wind pow- 
er and other renewable energy sources into electric power grids 
worldwide. 

Totally committed to providing the most advanced and re- 
liable product possible, Woodward 
extensively tests the design, opera- 
tion, and life of all its products in its 
testing facilities. It recently opened 
its Engine System’s Rocky Mountain 
Technology and Innovation Center in 
Windsor, CO to assure every new de- 
sign concept and product meets the 
demands of the real world. 


Woodward started in 1870 by pro- 
viding basic speed control solutions 
and over the decades has grown to 
encompass four core control technolo- 
gies - flow, combustion, actuation, and 
electrical - that are adapted to meet 
OEM needs. The company’s electronic 
controls and software technologies are 
at the core of delivering power system 
performance, dependability, safety and 
connectivity. As well as the traditional 
markets of power generation, oil, gas, 
marine, and transportation, efficient 


Consistent with its commitment to 
supporting customers and the industry, 
Woodward has been an active member 
of EGSA since 1978 and is heavily in- 
volved with its George Rowley School 
of On-Site Power Generation. 
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To support the application of its 
products and technologies, Wood- 
ward has over 6700 employees in 24 
locations throughout the world. Ad- 
ditionally, Woodward’s strong net- 
work of 236 independent business 
partners worldwide respond quickly 
with outstanding technical support 
and solutions tailored to the local 
demands of our customers. 

One such support team helped 
a Brazilian independent power 
producer set up one of the world’s 
largest generating set installations. 

The power plant combines over 
500 generating sets to supply a to- 
tal output of 237 MW of standby power to the national grid 
in Brazil. The supplier of this power system says this is a cost- 
effective solution for standby/peak shaving applications for the 
Brazilian power market. These cost savings are gained through 
the innovative use of highly efficient diesel engines as the main 
source of power. 

The generating sets operate at 440 V and the voltage is 
stepped up to 34.5 kV, which is again stepped up to the 230 kV 
transmission grid line. A single plant operator remotely controls 
each genset via a state-of- 
the-art SCADA system. This 
advanced control system dis- 
patches and regulates power 
from the generating sets as 
required, allowing the opera- 
tor to simply input the neces- 
sary plant output. 

“Our generator system 
controllers play a big part 
in remotely controlling 
the power plant,” says Cle- 
mens Grosskinsky, Wood- 
ward Business Development 
Manager. “The gensets can 
be started, synchronized, 
and load shared remotely and 
reliably. Remotely controlling 
the entire operation provides 
tremendous savings in oper- 
ating and maintenance costs 
over the lifetime of the power 
plant.” 

Woodward has a long 
track record in providing re- 
liable power generation and 
distribution controls for ap- 
plications such as standby 
power in data centers, hospitals, airports and other locations 
that have a critical need for reliable power. Woodward controls 
detect the loss of the primary utility source, start the gensets, 
provide automatic synchronization, and share loads in standby 
power generation systems. 


“When you’re dealing with syn- 
chronization and load sharing is- 
sues, Woodward has a solution for 
just about any problem,” says John 
Svendsen, Woodward North Amer- 
ican OEM Sales Manager. 

Woodward systems are often 
used in combined heat and power 
applications. One of the United 
States’ largest craft brewers uses a 
hugely successful combined heat 
and power (CHP) system that was 
achieved through its partnership 
with Woodward. 

“The brewery has a cogeneration 
system that creates electricity on- 
site from their process waste,” explains John Felts, Woodward 
Senior Applications Engineer. “Their original system was dif- 
ficult to operate and had problems synchronizing to the utility. 
And the engine had gone through two costly rebuilds due to 
damage from detonation.” 

Woodward redesigned the engine and generator control sys- 
tem to increase reliability, enhance engine protection, and de- 
liver cleaner emissions. The results have been impressive. The 
brewery’s upgraded cogen system has run for more than four 

years with over 98% avail- 
ability, running approxi- 
mately 16 hours per day, 7 
days a week. 

In the past 18 months 
brewery production has 
almost doubled and a sec- 
ond cogeneration unit was 
added — this time with a 
Woodward gas engine fuel 
blending system that can 
use digester gas and pipe- 
line-quality natural gas at 
the same time, adjusting 
between the two in any 
proportion on the fly. The 
brewery has achieved the ef- 
ficient disposal of its brew- 
ery waste stream, 100% on- 
site production of hot water 
for its production processes, 
and a 15% increase of on- 
site power generation — all 
accomplished with excep- 
tional reliability and avail- 
ability while staying in 
emissions compliance. 

“We welcome the chal- 
lenges presented in today’s complex management of energy. Our 
customers rely on our experience and dedication in providing them 
with innovative solutions to control and protect their equipment, 
and we intend to honor that responsibility for a very long time,” 
concludes Chad Preiss, Woodward President, Engine Systems. 




Totally committed to providing the most advanced and reliable 
product possible, Woodward extensively tests the design, operation, 
and life of all its products in its testing facilities. 
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The EGSA Connection 

Woodward has been an active 
member of EGSA since 1977-78 
when the Association was still 
EGSMA. Most recent and notable 
EGSA involvement is strong with- 
in the Woodward organization, 
having several active employees 
who participate in EGSA activities. 

One notewor 
thy volunteer is 
Dennis Pear- 
son, who is 
currently an 
EGSA Board 
Director. 

Dennis was 
our Educa- 
Dennis Pearson tion Chair 
receiving the for the 
James Wright Education 
Educator Award Commit- 
from 2013 EGSA tee from 
President Deb 2011- 2014. 

Laurents He also achieved our 

highest EGSA Education 
Award, the James Wright Educator Award, 

in 2013. This award is given on an as-needed basis to honor 
individuals who have devoted their energies to the betterment 
of our EGSA Education Programs. Dennis received this accolade 
last year for his fine work as Chair of the Committee, leading 
during several important education efforts. 


Speaking of education, Tim 
Hinde of Woodward has been an 
EGSA Rowley School Instructor 
for more than 15 years. Tim was 
honored last year also for his 15- 
year tenure with EGSA Schools. 
Tim is currently teaching both 
our Basic and Advanced Rowley 
Schools on the finer points of Gov- 
ernors, Speed 
and Load Con- 
trols. 

John Svend- 
sen has been 
an active Com- 
mittee Officer 
for the EGSA 
Codes & Stan- 
dards Surveil- Tim Hinde re- 
lance Commit- ceiving his 15 

tee since 2011. year tenure 

He is currently award from 

the Vice Chair 2013 EGSA 

of this Commit- President Deb 
tee, with their Laurents 
activity level be- 
ing one of the highest of the 10 EGSA Committees. 

Finally, David Cutro, Applications Engineer for Woodward, 
has participated in several meetings, including in Austin, TX in 
March 2012, when EGSA hosted a panel on Genset Controls in 
the 21st Century. ■ 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@ECSA.org • World Wide Web: www.ECSA.org 


Under the leadership of its Board of Directors and operating through its various committees and staff ; ECSA strives to educate , 
provide networking opportunities and share relevant knowledge and trends with industry professionals including manufacturers , 
distributor/dealers , engineers , manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 


1 • Contact Information 

Company 


Please type or print all information in upper and lower case (NOT ALL CAPS!) 


Address 
City 


Zip/Postal Code . 
Phone 


_State/Province_ 

_Country 

_FAX 

Title 


-Company's Web Address, 


Official Representative 

Representative's E-Mail 

How did you hear about EGSA? □ Website □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buying Guide Listing □ Other 


2. Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 


II. ASSOCIATE REGULAR MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership must 
apply for a Full Membership as a manufacturer if they meet one or more of the following 
criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, 
geothermal, or any other power production or conversion system including related 
components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through 
four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a distributor 
or dealerfor products listed under Manufacturer Membership may apply for Full Member- 
ship as a Distributor/Dealer. If an organization qualifies under Manufacturer Membership, 
it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged asa Contractor 
or Equipment Integrator of products listed under Manufacturer Membership, not bound by 
brand, geographic territory or contractually obligated as a Distributor/Dealer of a specific 
product. These firms typically purchase products from a Distributor/Dealer, Manufacturer 
or Retailer, adding value through installation, product knowledge, relationships, unique 
services, etc., and then re-sell the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the repre- 
sentation of products listed under Manufacturer Membership may apply for Full Member- 
ship as a Manufacturer's Representative. If an organization qualifies under Manufacturer 
Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy manage- 
ment, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), 
Integrators, Aggregators, and other similar enterprises may apply for Full Membership as 
an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right) 

Any individual, sole proprietor, academic institution, student, partnership or corporation 
meeting the requirements of Associate Regular Membership may apply for Full Member- 
ship at their option to enjoy the privileges of Full Membership, including the rights to vote 
and to serve on ECSA's Board of Directors. Initiation fees and annual dues will be assessed 
at the existing non-manufacturer Full Member rates. 


□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry 
or its suppliers may apply for Associate Membership-Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members shar- 
ing a common interest in the electrical generating systems industry may 
apply for Associate Membership-Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may apply for Associate Member- 
ship-Engineer. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical 
generating equipment and/or related switchgear or components, whose 
responsibility to his employer includes planning, design, installation, 
supervision, or service of such equipment may apply for Associate Mem- 
bership-User. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services 
such as research, testing or repair to the electrical generating systems 
industry may apply for Associate Membership-Services. Membership 
may either be held in the individual's name or the organization's name 
under this classification. Individual companies whose employer or parent 
organization qualifies as a Full Member, as described in the Full Member- 
ship section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site 
power generation-related instruction may apply for Associate Member- 
ship-Education Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for As- 
sociate Membership-Retired. This classification does not apply to any 
individual who is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply 
for Associate Membership-Student. 



Application for Membership - pa ge 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$870 

$200 

$1070 

Distributor/Dealer 

$300 

$100 

$400 

Contractor/Integrator 

$300 

$100 

$400 

Manufacturer's Rep 

$300 

$100 

$400 

Full Associate Member 

$300 

$100 

$400 

Energy Management Companies 

$210 

$100 

$310 

Regular Associate Member 

$210 

$100 

$310 

Retiree Member 

Complimentary 

$0 

$0 

Student Member 

Complimentary 

$0 

$0 


NOTE: A FULL 12-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3 * Membership Dues (Please fill 
amount from the above dues schedule. 


in the appropriate TOTAL 
) 


Membership Dues $_ 
Membership Plaque (optional)** $_ 
On-Site Power Reference Book (optional)** $_ 
Florida Residents : Add 6% Sales Tax to ** items $_ 
** Shipping and handling is included for Continental US Residents. 
Non-Continental US Residents should call ECSA $_ 

Headquarters for shipping charges for **items. TOTAL $_ 


49.95* * 

137.00* * 


4 ® Payment Method (Payable in US$ drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount Due $ 

□ Money Order 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


> Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? □ Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 

07 —Engine Starters/Starting Aids 

08— Filters, Lube Oil, Fuel or Air 
28— Fuel Cells 

03 Fuel Tanks and Fuel Storage 
Systems 

09 — Generator Laminations 

10 — Generator Sets 
1 1 — Generators/Alternators 

Enter codes here: (Limit 10 codes per category) 

Products sold: 

Products rented: 

Products serviced: 


01 —Batteries/Battery Chargers 

02 —Control/Annunciator Systems 
29 —Education 

30— Emission Control Equipment 
04— Enclosures, Generator Set 

05 —Engines, Diesel or Gas 

06 — Engines, Gas Turbine 


12 — Governors 

1 3 — Heat Recovery Systems 

14 Instruments and controls, 
including meters, gauges, relays, 
contactors, or switches 

15 — Load Banks 

1 6 — Motor Generator Sets 

1 7 — Radiator/Heat Exchangers 


1 8 — Relays, Protective or Synchronizing 

1 9 Silencers/Exhaust Systems/Noise 
Abatement 

20— Solenoids 

21 — Switchgear and Transfer Switches 
(Automatic or Manual), Bypass Iso- 
lation Switches, and/or Switchgear 
Panels 


22 —Trailers, Generator Set 

23 — Transformers 

24— Uninterruptible Power Supplies 
25 —Vibration Isolators 
26— Voltage Regulators 
27 —Wiring Devices or Receptacles 


6® Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 

Sponsor Name Company Name 


7 • Official Representative's Authorization 

Signature 

Date 




NEW EGSA MEMBERS 


MF=Manufacturer DD=Distributor/Dealer CI= Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 


American Trainco AG 

Crossville, TN 
Victor Roderick, Instructor 
We provide on-site training of generators and 
interconnected electrical systems. Our customers 
include all sectors of the military, state department, 
local, state and federal agencies and private custom- 
ers. 

Champion Power Equipment MF 

Sussex, WI 

Dorrance Noonan, CEO/CET 
Home standby generators 

EMCOR Services Combustioneer DD 

Rockville, MD 

Pat Baldwin, Vice President & General Manager 
Combustioneer is a generator service company that 
maintains all types of generators, transfer switches 
and paralleling gear. We are a Kohler dealer. 

Genergy Power LLC MF 

Lancaster, PA 

Edgar Molina, Operations Manager 
Genergy is a manufacturer and distributor of por- 
table power cable, cable assemblies with CamLok 
connectors and many other power distribution 
products. Cables are available in a variety of colors 
and lengths. 


Light Tower Rentals, Inc DD 

Odessa, TX 

Michael Brown, Sr. Maintenance Manager 
Light Tower Rentals is in part, a portable power 
rental company primarily contracted to oil and gas 
operations. We offer 25kVa to lOOOkVa diesel and 
natural gas powered generators. The majority of our 
fleet consists of MQ Power, MMD, Cummins Power 
and Taylor generators. 

Luby Equipment Services DD 

Fenton, MO 

Larry Valeo, Vice President 

Industrial Dealer / General Power Systems Sales, 

Service, Parts. 


New England Generator DD 

Pembroke, MA 
Dabbie Matthews, Owner 

New England Generator is a full service generator 
company providing sales and service of Kohler, 
Onan, Generac, Winco, Westerbeke and many oth- 
er power generation systems. Providing generator 
services for over 20 years supplying 24hr support to 
all of our clients. Don’t be left in the Dark 


TD Power Systems USA, Inc MF 

Richfield, OH 

Mark Tucker, Sales Director 
TDPS is a world class manufacturer & supplier of 
AC generators from 1 MW to 200 MW for a wide 
variety of prime movers, such as steam and gas tur- 
bines, hydro turbines, diesel and gas engines, wind 
turbines, geothermal and solar. We also offer com- 
plete EPC/turnkey power generation packages. 


Jason Landberg AF 

Las Vegas, NV 

Danny Liu AF 

Glendale, AZ 

Michael Erik Satterfield AD 

Henderson, NV 

Fred Taylor AD 

Bonita Springs, FL 



tr 




we also buy surplus gas compressors, cylinders, engines, gas tubines. 


POWER & COMPRESSION SALES | MARK: 925-935-5700 | powcom@comcast.net 
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QUALITY IS NOT 
OPTIONAL 


IIIIIHENNIG 

ENCLOSURE SYSTEMS 


Hennig Enclosure Systems is committed to 
quality in every process, from sales through 
engineering, manufacturing, and service. 


We believe that our customers want a partner that... 

> Is Attentive From “The Get Go” - Our total commitment 
to customer service is unmatched in the industry. Our sales 
quotes are turned around at lightning speed with full attention 
to detail and at a price that can’t be beat. 

> Provides Innovation & Customization - With our experienced 
degreed engineers, Hennig can design anything you need from 
basic enclosures and tanks to fully customized models with 
every imaginable option. 

> Believes That Quality Is Not Just “A Given” - Hennig is 
ISO 9001 certified, and our stringent quality standards must be 
met or exceeded for every process. 

> Won’t Leave ‘Em Hanging - Our service and follow-up is 
unlike any other, with service centers strategically positioned 
throughout the United States, Canada, and Mexico. 


Give us a call today and experience why Hennig 
Enclosure Systems should be your number one 
partner for your power packaging needs. 


I -888-HENNIG6 (1-888-436-6446) 

www.hennigenclosuresystems.com 


Global Coverage Of The Power Generation Markets 

Industry News . . . From Kilowatts To Megawatts 


Diesel Gas Tijr^ine 

Sourcing Guide 


PROGRESS 

NEWS 
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Diesel & Gas Turbine 

Sourcing Guide 






EGSA NEWS 


Join the EGSA Green Committee in Mission Bay for the 
Bi-Fuel "Summit" - San Diego 2014 

EGSA Green Committee Panel Discussion 

T he EGSA Green Committee is reaching out to 
our active Membership early to invite you to 
join the Green Committee meeting in Mission Bay, 

CA on September 15, 2014 from 1 p.m. until 3:00 p.m. for a lively 
discussion on the subject of Bi-Fuel. 

Bi-Fuel plays a critical role in the discussions of prepared- 
ness and environmental awareness. Our Committee hopes that 
when you register for Mission Bay: Mission Critical, that you 
will make it your personal mission to attend this noteworthy 
committee meeting and add your voice! 

Key topics include: 




Government Relations Committee is 
Pleased to Announce the 
Selections for Raymond G. 

Russell Education Grant Work- 
ing Group 

F irst, we would like to thank every- 
one who inquired and put their 
hats in the ring. We certainly appreci- 
ate the amount of response we received 

for this volunteer effort to help EGSA serve our veterans in the 
armed services! 


Education Grant 


Congratulations to the following EGSA Members, who are 
now part of the Raymond G. Russell Education Grant Working 
Group: 


• Success Stories: Our panel (we will try to have a represen- 
tative from every major manufacturer) will share some de- 
scriptions of installations that have had positive outcomes 


• Warner Bauer, Kickham Boiler, Chair 

• Todd Carpenter, Basler Electric Co. 

• Marty Hendrickx, Component Specialists, Inc. 


• Compare Bi-Fuel versus Dual Fuel 


• Doug McGaughy, Energy Systems Southeast, EEC 


• Find out how our EGSA OEMs feel about aftermarket Bi-Fuel 


• Dave Stringer, ComAp, LLC - Govt Relations Vice Chairman 
(Liaison for GR Committee) 


• Does “Bi-Fueling” negate engine certification per the federal 
Environmental Protection Agency (EPA) and if so, how does 
an operator resolve this issue with the EPA and State regula- 
tory authorities? 

• How do the States and local authorities permit/treat Bi-Fuel? 

• What does CARB Verification mean (with regard to Bi-Fuel)? 

• Proven PM and NOx reductions versus speculation 

• How does everyone marketing Bi-Fuel products construc- 
tively (and in the essence of full disclosure), informing end- 
users of the environmental effects of Bi-Fuel? 

The proposed Green Committee Meeting format for Mission 
Bay will include a brief 20 minute presentation by URS Corp. 
describing their whitepaper petitioning the Federal Government 
to modify their fuel waiver program, along with their correspon- 
dence (with the EPA) regarding Engine Certification and Bi-Fuel. 
Following the presentation, the hope is to work our way through 
the panel, addressing the topics above with 10 minutes each. 

The Committee welcomes any feedback via e-mail@EGSA. 
org (Subject line: Green Committee Bi-Fuel Meeting) and asks 
that when you register online that you check the box to attend 
this meeting so that we know to save you a seat! 

Jim McDonald 
Green Committee Chair 


All grant applications must be postmarked or sent electroni- 
cally no later than July 25th for our first annual education grants. 
For more information, visit www.egsa.orgl u 


Enroll In One of Our 
EGSA Rowley Schools Today! 


A key component of growing professionally is to 
keep rising to new challenges and opportunities. 
Electrical Generating Systems Association (EGSA) 
offers a rigorous, two-tiered education program that out- 
lines the technical aspects of power generation. Our class- 
room schedule is built to accommodate both coasts and 
everyone in between! 

Select your education experience and get the most out 
of your professional development dollar by attending one 
of our schools in 2014 . 



Basic Schools 

-S co tt s dtrler AZ - l~e b . 25-27 

-B hartott er N C ■ J u n . 3 -5 

Minneapolis, MN - Aug. 12-14 
Orlando, FL - Dec. 9-11 

Advanced Schools 

- Safh An to ni eH^ F-A p rr ^ ^- M t >y - l 

Rosemont, IL-Oct. 20-23 



Electrical Generating Systems Association 

(561)750-5575 • e-mail@EGSA.org • EGSA.Org 
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EGSA JOB BANK 


USA Central 

Sales Manager 

Patten Industries / Caterpillar Dealer 

Location: Elmhurst, IL, USA 

Patten Industries is seeking seasoned Sales Manager 
to lead Power Systems Sales Team. Applicant should 
have significant experience leading high-performing 
Electrical or Power Systems Sales Team. Applicant 
must have proven track record of market analysis, 
strategic market penetration planning and successful 
execution of plan. 

Please visit PattenCAT.com for details. EEO M/F/Vet/ 
Disability 

To apply: Please apply at: https://home.eease.adp.com/ 
recruit/?id=9358601 

USA Midwest 

Technical Support Engineer 

ComAp LLC 

Location: Roscoe, IL 

Help us change the future in power generation 
controls. We’re constantly looking to build our team 
with high performers to match our growth. We 
believe the more talent we have, the more we can 
achieve. This is your opportunity to make a huge 
impact within a rapidly growing company. 

To apply: 

Please visit www.comapllc.com and click on the “Careers” 
section, and “more” to view requirements for the position 
and upload your resume. 

Application Deadline: 2014-09-01 

Sales Engineer - Power Generation 

ComAp LLC 

Location: US 

Help us change the future in power generation 
controls. We’re constantly looking to build our team 
with high performers to match our growth. We 
believe the more talent we have, the more we can 
achieve. This is your opportunity to make a huge 
impact within a rapidly growing company. 

To apply: 

Please visit www.comapllc.com and click on the “Careers” 
section, and “more” to view requirements for the position 
and upload your resume. 

Application Deadline: 2014-09-01 

Commercial Sales - Power Generation 

Cummins NPower LLC 

Location: Fargo, North Dakota 
The purpose of this position is to sell commercial 
power generation products and service capabilities 
to meet the sales objectives for the territory. 
Identifies, develops, and maintains strong customer 
relationships advancing brand loyalty and meeting 
customer needs. Customers include contractors, 
engineers, and end users. Works independently with 
team support from the Corporate Branch. 

Please go to our website to learn more & apply online! 
www. cumminsnpower. 

Field Service Power Generation Technician 

Cummins NPower LLC 

Location: Duluth, Minnesota 
Perform as In-Field Power Generation Technician 
to provide service solutions. Travel to and from 
customers’ sites to diagnose, troubleshoot and repair 
of electrical generator systems and related engine 
failures, and utility transfer switches and switchgear. 
Please Go To Our Website To Apply Online 
cumminsnpower. com 


EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. To post 
an EGSA Job Bank ad (limited to approximately 50 
words) please visit www.EGSA.org/ Careers.aspx. 


USA National 

Applications Engineer 

ComAp LLC 

Location: US 

Help us change the future in power generation 
controls. We’re constantly looking to build our team 
with high performers to match our growth. We 
believe the more talent we have, the more we can 
achieve. This is your opportunity to make a huge 
impact within a rapidly growing company. 

To apply: 

Please visit www.comapllc.com and click on the “Careers” 
section, and “more” to view requirements for the position 

and upload your resume. 

Application Deadline: 2014-09-01 

USA Northeast 

Technician, Generator - Experienced 

Emergency Systems Service Company 

Location: Quakertown, PA. USA 
ESSCO a leading provider of MTU generator sets has 
opening for technician with minimum three years 
experience. Responsibilities troubleshooting, repair, 
planned maintenance of generator sets / ATS’s. Neat 
appearance, clean driving record, good people skills 
required. We offer competitive pay and outstanding 
benefits package. Company vehicle and additional 
training provided 

EGSA Certified Techs Preferred. 

To apply: email resume to 
johnkk@emergencysystems-inc. com 

Territory Sales and Support Manager 

Governors America Corp. 

Location: Agawam, M A 

Responsible for business development and after-sales 
support in Europe, Middle East,& Africa. Create and 
execute sales plans and develop distribution channel, 
direct OEM accounts. Provide technical sales support 
and after sales service at the end-user, distributor, 
and OEMs. Work with engineering, quality, and 
production to ensure the implementation of regional 
plans/strategies. Requires international travel to 
support OEM and distributor, trade shows. Bachelor’s 
degree in Mechanical/Electrical Engineering or 
equivalent degree, or 5 years experience with engine 
or industrial equipment controls. MBA/business 
degree a plus. 

EGSA Certified Techs Preferred. 

To apply: e-mail ctwiss@governors-america.com 
Application Deadline: 2014-07-15 


Field Service Technicians 

Kinsley Power Systems 

Location: Location: CT, NY, MA, NH, VT, ME, NJ, PA, 
RI 

Kinsley Power Systems is seeking experienced 
generator technicians throughout the Northeast. This 
position is responsible for completing preventive 
maintenance, repairs and service on standby power 
generation equipment. Due to the nature of the 
service business Field Service Technicians must 
reside within 25 miles of the available territory and 
have a clean driving record. 

To apply: Lbarnes@kinsley-group.com 

Aftermarket Sales, Boston MA 

Kinsley Power Systems 

Location: Boston, MA 

Kinsley Power Systems is seeking an Aftermarket 
Sales Manager. The position is responsible for 
developing, growing and managing the Company’s 
emergency power generator service sales business 
throughout a given geographic territory. You will be 
the ambassador to the Company’s service department 
by selling service agreements, extended warranties 
and other service products to new customers while 
maintaining and expanding relationships with 
existing customers. The sales process includes, but 
is not limited to prospecting, cold calling, probing, 
qualifying, presentation & proposal generation and 
closing Accounts. The position is a hybrid of outside 
sales, technical sales, account management and 
customer service. 

To apply: Lbarnes@kinsley-group.com 

Rental Sales Manager 

Kinsley Power Systems 

Location: East Granby, CT 

Kinsley Power Systems is looking for a Rental Sales 
Manager. The position is responsible for prospecting 
and closing business for rental temporary generators 
and associated accessories (distribution, cables, 
transport, fueling) and related assets (light towers/ 
message boards). 

To apply: lbarnes@kinsley-group.com 

USA Northwest 

Generator Technician 

Marsh Creek, LLC 

Location: Anchorage, Alaska 

Alaska based firm seeks experienced generator 
technician. Excellent pay & benefits. Oil field, 
mining, and MTU experience preferred. Systems from 
30-5,000kW up to 15KV all types of applications. Up 
to 75% travel & extreme conditions. Preference for 
EGSA & NETA certifications. Ideal candidate exhibits 
high level understanding of modern diesel engines, 
parallel applications, protective relaying, PLC’s, 
SCADA, etc. Application available for download at 
marshcreekllc.com/careers. For more information 
please contact hr@marshcreekllc.com. 

EGSA Certified Techs Preferred. 

To apply: Please visit www.marshcreekllc.com/careersfor 
application instructions 
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USA Southeast 


Generator Service Technician 

ESSE 

Location: Jackson, Mississippi 
Energy Systems Southeast, LLC (ESSE), the 
Industrial Distribution Central for Generac Power 
Systems, is currently searching for a Generator 
Service Technician in the Jackson, MS area to 
work from home with company furnished truck. 
Candidate must have a minimum of 3 years service 
experience. Position will be for telecommunication 
sites and will have some overnight travel at company 
expense. ESSE offers competitive compensation and 
benefit packages. Pre- 
employment background 
and drug screening 
required. 

To apply: brian.garner@ 
essellc.com 


Generator Field Technicians / Field Engineers 

Power Pro-Tech Services, Inc. 

Location: Ball Ground, GA 

We are looking for skilled, self-motivated, 
independent, technology proficient Generator 
Technicians who want to work for a company that 
appreciates and rewards talent. We offer competitive 
pay, relocation assistance, well-outfitted service 
trucks, knowledgeable tech support, a culture 
that rewards high performance, opportunities for 
advancement and more. Multiple positions available. 

To apply: http://generator.atsondemand.com 


Manufacturer’s Rep Seeking Principals 

Leading Mid-South manufacturer’s rep is seeking addi- 
tional product lines. We have decades of experience in 
all aspects of the onsite power generation industry. We 
are interested in adding quality complementary manu- 
facturers to our line of superior products serving the 
industry. Our record of outstanding success can help 
you achieve your sales and market share goals. Please 
respond if you have an area where you desire additional 
sales and market share. 

Please respond to: J.Kdlough@EGSA.org 
(Reference PLMJ13JB-1) 


IN THE 

TEMPORARY POWER BUSINESS 

IT’S ALL ABOUT CONNECTIONS 



We’re your connection for temporary power products. Call Today! 

©800-334-9630 ©ShowmenWeb.com 

#> Showmen Supplies 


Outstanding 

Solutions 

Innovative information 
displays for Power-Gen 
applications. 


CAN CockpitView 

An Intelligent 
Information 
Display that 
integrates and 
prioritizes data 
from multiple 
sources. 




Centrobase 400 

Centrobase 
instrument II 

clusters provide w 
an affordable, 
off-the-shelf solution for 
integrated information display. 

CANcockpit 

A flexible, 

CAN -based 
system, processing 
data from analog and digital 
sensors and displaying via a 
master / satellite instrument 
architecture. 

Viewline 

Our most 
advanced and 
versatile analog 
instruments ever for power 
generation applications. 





For more info call: 800-564-5066, 
or e-mail: salessupport-us@vdo.com 
Visit the VDO website at: 
www.vdo.com/usa 

VDO 

VDO - A Trademark of the Continental Corporation 
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L to R: Penny Pritzker, U.S. Secretary of Com- 
merce; Geert Henk Touw, President and COE 


for Horton, Inc.: Michel Locquegnies, Director of 
International Sales and Business Development for 
Horton Inc. 

Horton receives President's "E" 

Award for Excellence in Exporting 

U.S. Secretary of Commerce Penny Pritzker 
presented Horton, Inc. with the President’s “E” 
Award for Exports at a ceremony in Washing- 
ton, D.C., on May 28. The “E” Awards are the 
highest recognition any U.S. entity may receive 
for making a significant contribution to the ex- 
pansion of U.S. exports. 

The award was presented to Michel Loc- 
quegnies, Director of International Sales and 
Business Development for Horton, and Geert 
Henk Touw, Horton’s President and CEO. 

“Exporting continues to be a foundation of 
our sales growth, and we are honored to re- 
ceive the ‘E’ Award,” said Touw. “Our success 
in exporting is thanks to the commitment and 
support of all our employees. We expect export 
sales to become an increasingly more important 
part of our business over the coming years.” 

“Horton has demonstrated a sustained com- 
mitment to export expansion,” says Secretary 
Pritzker in her congratulatory letter to the com- 
pany announcing its selection as an award re- 
cipient. “The ‘E’ Awards Committee was very 
impressed with Horton’s creativity in the devel- 
opment of a new market for its products in Viet- 
nam. The company’s focus on remanufacturing 
as a green initiative was also particularly im- 
pressive. Horton’s achievements have undoubt- 
edly contributed to national export expansion 
efforts that support the U.S. economy and cre- 
ate American jobs.” 

“The President’s ‘E’ Award winners are fan- 
tastic American businesses and organizations 
that have played a crucial role in strengthening 
and growing our economy through increased 
U.S. exports,” said Secretary Pritzker. 

U.S. companies are nominated for the “E” 
Award for Exports through the Department of 
Commerce’s U.S. and Foreign Commercial Ser- 
vice office network, located within the Depart- 
ment’s International Trade Administration. 

Visit www.hortonww.com for more info. ■ 


INDUSTRY NEWS 


MIRATECH and Phillips & Temro 
Industries' Silencing Business to 
Form MIRATECH Group 
MIRATECH Group will continue providing a 
broad range of emission and noise attenua- 
tion solutions to the global industrial engine 
market 

MIRATECH and Phillips & Temro Indus- 
tries’ Silencing business (“PTI Silencing”) are 
forming a new company, MIRATECH Group, 
LLC. Audax Private Equity is forming the com- 
pany through Audax’ investment in Phillips & 
Temro Industries (“PTI”) by spinning-off PTI’s 
silencing business and simultaneously acquir- 
ing MIRATECH to form MIRATECH Group. 
The company will be headquartered in Tulsa, 
Oklahoma and will continue to do business in 
the PTI Silencing facilities in Minnesota and 
Winnipeg. 

“Combining these teams gives MIRAT- 
ECH strong expertise in both technology and 
manufacturing,” said President and CEO Kevin 
O’Sullivan. “Our goal is to be a leading manu- 
facturer and provider of emission and noise at- 
tenuation solutions within the North American 
large format industrial engine market. In addi- 
tion, we are pleased to be working with Audax 
Private Equity to build the business through 
organic growth and acquisitions.” 

With the PTI Silencing combination, MI- 
RATECH now operates three facilities through- 
out North America. MIRATECH’s headquarters 
in Tulsa, Oklahoma is a state of the art 29,000 
square-foot facility which includes an innova- 
tion center focused on new product develop- 
ment. PTI Silencing operates two manufactur- 
ing facilities, including a 54,000 square-foot 
location in Prior Lake, MN for its EM Products, 
and a 17,000 square-foot facility in Winnipeg, 
Canada for its Cowl Products. 

“This larger platform gives MIRATECH a 
distinct competitive position with the resources 
to innovate, develop and grow in the global in- 
dustrial engine space,” O’Sullivan said. 

The company’s combined management 
team is comprised of industry veterans with 
strong engineering, technical and operational 
backgrounds with decades of relevant experi- 
ence. Key members are listed below. 

• Kevin O’Sullivan, President and CEO 

• Bill Clary, Chief Technology Officer 

• David Zenthoefer, Executive VP of Sales 

• Tom Meline, VP of Production 

• John Sartain, VP, Engineering 

Visit www.miratechcorp.com for more info. ■ 


Achs Named President of 

In a move that signals a re- 
newed, more aggressive focus 
on global growth, the man- 
agement of United Alloy, Inc. 
has named Stephan Achs as 
the firm’s President and Chief 
Revenue Officer. 

Achs assumes the new corporate role from 
his previous position as UAI’s Vice President of 
Sales and Marketing. His promotion is part of 
the company’s plan to transform itself from a 
regionally strong manufacturer of components 
for backup generators into a firm that competes 
both nationwide and internationally in serving 
the wider power equipment industry. 

“Stephan’s new position represents a strate- 
gic move we’ve spent a long time preparing for,” 
said Tom Baer, President of the holding compa- 
ny that owns United Alloy. “Stephan’s creden- 
tials as an executive in industry both nationally 
and internationally are an important part of the 
next chapter we want to write in the company’s 
history of rapid progress and growth.” 

Achs brings 3 decades of international man- 
ufacturing experience to his new post at UAI. 
His previous positions include serving as COO 
of Forrer Supply, a nationwide leader in poly- 
mer piping. His longest tenure was as President 
and Chief Revenue Officer for Kabelschlepp 
America Inc., a German multinational firm 
that is a world leader in dynamic cable and hose 
management systems for industrial, construc- 
tion, automotive, aerospace, petrochemical and 
machine tool customers. 

A native German speaker, Achs plans on 
using his understanding of international busi- 
ness to move UAI to the next level of success in 
power generation. “The work of creating true 
world class excellence in our manufacturing 
capabilities has already been accomplished...” 
Achs stated. “What we need to do next is to 
translate our strength across new boundaries. 
We need to place our company and its capabili- 
ties on a global stage. We want to take advan- 
tage of the synergy in today’s business universe, 
which crosses national boundaries and indus- 
try barriers at the speed of light.” 

An executive with comparably strong inter- 
national experience will join Achs in accelerat- 
ing the company’s growth efforts. Jeffrey Servis 
was promoted to the position of Director of 
Business & Market Development at UAI. 

In addition to past power generation indus- 
try experience with Generac, Onan Power Gen- 
eration and Kohler, Servis served as VP of Sales 
and Service, for Northshore Power Systems, a 
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firm that partnered with Honeywell to inter- 
nationally source and market a line of genera- 
tors and inverters for the US domestic market. 
“When it comes to insight on the power gen- 
eration industry, nobody can match what Jeff 
brings to the table,” noted Tom Baer. “He has 
a strong firsthand knowledge of every element 
of our customers’ business, from international 
manufacturing to local dealer networks. Strate- 
gically, he is going to be an invaluable asset.” 

United Alloy’s new focus on market growth 
is being matched by a significant expansion in 
manufacturing capacity. The firm is building a 
112,500 square foot addition to its production 
facility in Janesville, WI, effectively doubling the 
plant’s floor space, greatly expanding its capabil- 
ities and making room for an expected 30% in- 
crease in employment over the next 3 to 5 years. 

In Achs’ view, 2014 marks the beginning of a 
new era in United Alloy’s development. “I think 
we’re really turning a page... aggressively start- 
ing a new chapter in our company’s story,” he 
said. “It’s an excited new culture, with expand- 
ing capabilities and new possibilities. Our qual- 
ified team is excited and engaged... and looking 
forward to actively engaging and exciting our 
customers as well.” 

Visit www.unitedalloy.com for more info. ■ 

Universal AET Opens Office in Houston 
New Location to Focus on Complete Acoustic 
& Emissions Solutions for Oil & Gas, Power 
Generation & Other Growing Industries 

Universal Acoustic & Emission Technolo- 
gies is expanding its integrated silencing, emis- 
sions and air filtration system solutions to the 


Oil & Gas, Power Generation and Chemical 
Processing industries with the opening of a new 
sales office in Houston, TX. 

The Houston office is located within the 
city’s Energy Corridor. Universal AET is already 
a significant supplier to these growing indus- 
tries, with system solutions and products used 
on or within drilling platforms, gas compres- 
sion stations, on-site power generation equip- 
ment and processing plants. With business in 
these three industries - particularly, the natural 
gas sector - booming in Texas, Mexico, Cen- 
tral and South America, an office close to where 
much of the business is conducted allows Uni- 
versal to provide better service to these markets. 

“Having Houston as a sales base will make 
doing business within the Oil and Gas, Power 
Generation and Chemical Processing markets 
much easier not only because Texas is home to 
many companies in these industries, but also 
due to major business growth south of the bor- 
der,” said Alfonso Canedo, General Manager of 
Universal AET’s Houston office. 

Universal AET plans to add more employ- 
ees in Houston over the next year as the office 
grows, and is currently recruiting sales and en- 
gineering professionals. 

The Houston office celebrated its grand 
opening with an event at Top Golf in Houston 
on May 6, which coincided with the 2014 Off- 
shore Technology Conference that ran May 5-8. 
Representatives from the U.S. Department of 
Commerce, leading oil and gas firms, construc- 
tion and fabrication solutions industry, and 
many others attended. 

Visit www.universalaet.com for more info. ■ 


APR Energy Names Brian Rich 
Chief Operating Officer 

APR Energy is pleased to announce the pro- 
motion of Brian Rich to the position of COO, 
with responsibility for all operations, business 
development, and marketing activities of the 
company. 

As COO, Mr. Rich will be vital in helping 
APR Energy roll out its global regionalisation 
strategy and will unite corporate and regional 
operations and business development resources 
under one umbrella, providing a clear focus to 
drive the company’s top line and bottom line re- 
sults. Mr. Rich will report directly to Laurence 
Anderson, President of APR Energy. 

Mr. Rich joined APR Energy in 2012 as Se- 
nior Vice President of Business Development. 
He has 20 years of international energy and 
utility infrastructure experience, holding posi- 
tions that included Chief Executive Officer of 
AES Africa Power Corporation, where he man- 
aged AES Corporation’s fully integrated utility 
in Cameroon, generation assets in Nigeria, and 
business development throughout the region, as 
well as Chief Financial Officer of Lebara Ltd, a 
$1 billion telecommunications company based 
in London. 

“Since joining APR Energy, Brian has driven 
the placement of over 2.5 gigawatts of new and 
renewal business,” said John Campion, CEO. 
“His appointment as COO reflects the con- 
fidence we have in Brian to help us meet our 
growth objectives and achieve our strategic vi- 
sion as a truly global, mature company.” 

Visit www.aprenergy.com . for more info. ■ 
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Generator Enclosures and Base Tanks 
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Innovation. Intuition. And control at your fingertips. 


ASCO’s new Series 300 Group “G” Microprocessor Controller. 
Sophisticated functionality for dependable operation. 

Following in the footsteps of ASCO’s revolutionary 300 ATS, the new 
Group “G” controller offers even more features with intuitive screen 
navigation for easy operation. 

• New 1 28x64 graphical LCD display 

• Available for open or delayed transition transfer 

• Remote monitoring and control enabled 

• Expanded voltage/current monitoring capability 

Best of all, the new Series 300 Group “G” is covered by ASGO’s life cycle 
technology, support and service. 

www.EmersonNetworkPower.com/ASCO • (800) 800-ASGO • ascoapu.com 
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